MAR-28-1996    13:56      FROh*    LOCUS  COMPUTING  CORP 


TO 


912018010441      P.  02 


PROPOSAL 


Suboiitted  to 


PLATINUM  SOLUTIONS 


Revised 
March  27. 1996 

Prepared  by 
INPUT 

Atriuin  at  Qa^inte 
400  Frank  W.  Burr  Boulevard 
TeanedcNJ  07666 

201-801-0050 
Fax:  201-801-0441 


MftR-28-1996    13:58     F"""      LOCUS  COMPUTING  CORP  TO  912018010441      P. 03 


A  REVIEW  OF  PLATINUM  SOLUTIONS' 
OFFERINGS  AND  STRATEGY 

L  OBJECTIVES 

natioufflSohttions  will  b«  announced  in  .^|MiL  In  plsmung  for  thiSw  Platinum  is  | 
poattioning  ita  offerings  in  the  context  of  customer  needs  md  the  competttive  ' 
enviromneaL 

IL  SCOPE 

Pladnum  U  lookmg  fin- INFlJr  to  provide  advice  on  the  market  aiul 

Based  on  «milar  work  thai  n^UT  has  perfiinned,  INPin*  bdie^ 
need  the  following  infonnadoa: 

*  A  sn^Mhot  of  the  ourent  market  for  systems  integradon,  professicmal  services  aod 
rdated  services.  Tius  includes-. 

■  Market  sizes  for  important  subsegments 

•  Growth  over  the  next  five  years  and  factors  affectii^  growth 

•  Horizontal  vs.  vertical  markets  and  sovices 

•  Changes  in  customers  and  customer  requirements 

•  Tedinica]  trrads  and  new  market  opportunities  (e.g.,  loteniet-relaied) 

•  Advantages  and  disadvantages  of  partnering 

•  A  review  of  the  con^jetitive  environment,  focu»ng  on  categories  or  •^ers"  of  vendors: 

•  I^stinguishing  features  of  different  categories  of  vendor 

•  Types  of  customers 

•  The  cq»bifities,  strengths  and  weaknesses  of  eadi  tier. 

•  Growth  and  margins  associated  with  each  tier 

•  Kiche  piaym 


900/C00@ 
900/»00lB 


lildKI 
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nL  METHODOLOGY 

INPUT  bdieves  that  the  issues  in  "Objectives"  and  "Scope'*  can  be  addressed  in  phases, 
each  a  day-Umg  worksessions.  INPUT  expects  thatt  both  worlfsesstons  vrifl  be  highly 
interactive.  INPUT  imII  be  represented  by  two  senior  staffmembersv^io  are 
knowledgeable  about  the  services  maAA  and  hove  paoiidpated  in  smilar  sessions. 
INPUT  reconmiends  that  fow  to  six  people  from  Pladnuffl  take  part. 

First  Phase  fWoAsession't  ^ 

•  INPUT  wU  present  inforination  on  the  I0v>ces  market  and  the  competitive 
envimunent. 


INPUT  wiD  also  review  the  activities  of  10-20  other  vendors.  This  anatysis  will  be 
useful  in  several  ways: 

•  To  understand  the  competition_<5^  ?i.lV^^A;«y^  j^fta^^Aia^yv*:^ 

•  To  design  Platinum  offeringnand  market  messages  ' 

•  To  idattify  potential  parti^s\^  (le>^,|s»o-«*3i.  a--v^vo.^  (^S^ 

INPUT  and  Platinum  win  review  the  vendors  to  be  indudad  ahead  of  time. 

Platinum  win  present  to  INPUT  infonnation  on  its  plans  and  sirate^es,  indudii^  but 
notlinntedto: 

Services  strategy 
Rdation  of  products  and  services 
Objectives  (financial  and  non-financial) 
Offerii^  Current,  planned  and  potential 
Ci4>abilities 

C^guuzation,  espedaUy  sales  and  marketing 
Assessment  of  strengths  and  weaknesses 
Current  ami  planned  partnering 
"Message"  to  the  market  (existing  and  planned) 

INPUT  and  Platinum  will  discuss  the  items  to  be  induded  ahead  of  time. 

INPUT  will  comment  on  how  INPUT  expects  the  analyst  ctMumunity  to  re^otid  to 
Platinum's  announcement  and  wifl  make  suggestions  on  how  to  innprove  the  response. 


After  the  first  worksession,  INPUT  and  Platinum  will  discuss  other  areas  where  INPUT 
can  assist  Platinum.  This  assistance  can  take  the  fom  of 

•  Immediale,  short  term  assistance,  for  cxanqjfe,  assisting  Platinum  in  preparing  its 
announcement  and  providing  back-up  material;  and/or, 

•  piamiing  and/or  imidementingfortbcr  research,  for  e«nu)lc  primary  customer 
research;  and/or. 
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•   Aasesaaig  Platiiium's  product  maricet  or  coovetitivep 

•  Offering  indcapalnlities  vs.  tnaiket  direction 

•  Off(»ags  u)d  c«»bUides  vt.  the  coflipethioo 

•  DdiveiychAmim  and  partners 

INPUT  and  Platimim  "mO  apee  on  what  addhional  aervKfit  nuty  be 
wk  prqwe  a  proposal  describb^  thc^  services. 


IV.  FEES 

INPLmprafesstonal  fee  for  tins  phase  one  is  $7,500.  This  fee  is  due  and  payable  upon 
aodiorizatioiL  CXit-of^>ocket  expenses  (priinarilytraveOwill  be  bil^ 

TUs  proposal  vnn  rcniabvaUd  for  thirty  days,  unless  extended  ia  wri^^ 


VL  AUTHORIZATION 

To  authorize  the  project  as  spedfied,  please  sign  and  return  one  copy  of  this  proposal, 
alAog  with  the  iiutial  fee.  i^a  acceptance  by  INPUT,  a  counters^ped       of  the 
proposal  win  be  returned  to  PlatiiHim  Solutions. 

ACCEPTED  BY. 
INPUT 


LSEONE:  . 

kUTHORIZEDBY: 
LUTIONS 

Name  j 

TiUc 


Date 


Titie 


800/900®  llUNI  T08  TOSS.       IS:H  flB/iJ/CO 

TOTAL  P. 05 


INVOICE 

FEDERAL  ID#  94-2385674 


:  13-May-96 
:  3000167 
:  3000879 
:  CONTRACT 


Phone:  310  337  5944  Fax: 


Order  Description 

Amount 

1 

Custom  -  Platinum  Solutions 

$7,500.00 

Net  Total: 

$7,500.00 

Total  Applicable  Tax: 

$0.00 

Total  Order  Amount: 

$7,500.00 

PROFESSIONAL  FEE  FOR  CUSTOM  RESEARCH  "A  REVIEW 
OF  PLATINUM  SOLUTIONS  OFFERINGS  AND  STRATEGY" 

EXPENSES  TO  BE  BILLED  SEPARATELY 


INPUT 


NPUl 


1881  Landings  Drive 
Mountain  View,  CA  94043 

Tel:  (415)528-6380 
Fax:(415)961-3967 

Attention:  Accounts  Payable 

To:  PLATINUM  SOLUTIONS 
Chris  Sanders 
9800  La  Cienega  Boulevard 
Inglewood,  CA  90301 


DATE 
INVOICE  NO. 
SALES  ORDER  NO. 

P.O.  NO. 


Please  quote  our  invoice  number  on 
all  correspondence. 


AMOUNT  INVOICED: 


$7,500.00 


/to 


ORDER/INVOICeFULFILLMENT 


ORIGINATOR  (Signature) 


Company    ^l/j-'  '^wt>/A       l^oj^  "h  CA  Tax  Rate  

NameMr/IWs:      OV^^tS     ^^iu^JjU^   CTTax8%  

Position    "4  ^  .  Salutation  

State  ^4 


Addmss  L<<Cl 


City,  h 

Province  


Zip_SD>2. 
Country 


Tlx   


VP  Sales/Res. 


Date 


Controller 


Date 


Special  instructions,for  invoicing,  progress  billing,  or  delayed  payments,  etc. 


Contract  Year  Beg. 

End 


□  New  Order  {N1) 

□  Renewal  (N2) 


□  Prior  Yr 

□  Cancel 


(N3) 


Invoice  □  Fulfillment  Only 
Type    □  W/Order  (OR) 

□  Monthly  (MO) 

□  Quarterly  (QT) 

□  Pending 


Employee  # 
Sold  by: 


Employee  # 
Commission  to: 


% 


P0#  

Attach  all  authorizing  documents  to  white  (contract)  copy. 


INPUT  Contrac)>^^  Letter  □      Verbal  □ 


Company. 
Name  Mr./Ms._ 
Position. 
Address. 


City. 


Province- 
Salutation. 
State. 

Zip. 
Count  ry_ 
Phone- 


Subscription  (SB) 

Custom  (YC/ZC/KC)VC 

Multiclient  (MC) 

Reports  (RP) 


Copies  (CP) 
Consult/Present  (PR) 
Newsletter  (NL) 
Reimbursed  Costs  (EX) 


Merger/Acq.  (ME) 
Exec  Overview  (EO) 
Conf/Seminar  (CN) 


Indicate 
US.  UK. 
FR,  VA 

Prod.  ID/Year 

Item 
Type 
Code 

Item  Description  or  Title 

Quantity 

Price 

Shipped 
By 

Date 

Of 

YC 

Fulfillment  to  be  completed  in:  □  Corporate    □  London   □  Virginia    □  France     □  Other. 


'  White  -  Contract  •  Green  -  Fulfillment  •  Yellow  -  Invoice  •  Pink  -  Originator  •  Goldenrod  -  Sales  Manager 
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it 


i 


Project  Work  Staterw^nt 


Prepared  by  (print):       ^(Z)^ ' 


Date:  3/?.f/^d 


Project  Title:  ^^vj^  O^rvi 
Client  Name*:  P/^'h^w-^^  i'll-^'Vi 


Project  Code:   )f/J  Pc  7 


Project  Manager: 


Project  Source:^  Program  □  Multi-Client     B-^bstom     □  Other 


Project  Type:   □  Report    ,0^Yesentation  □  Other 


Initiation  Date: 


Midpoint  Review: 


First  Draft  Due: 


Begin  Production: 


Shipping  Date:    '^/^f  fd=> 


Resources  Required:  V  ^    6r  J  P 


Level"  of  Effort  (number  of  days):  Consultant 


R/A 


xternal  (specify): 


Contract  Value ¥  7^ 


Reimbursable  Expenses:      □  No  Qi^s 


Expense  Budget;^^  ¥ 
To  Cover:  Travel: 
Report  Preparation: 


Telephone: 
Other: 


Project  Description: 


*  Attach  list  for  Multi-Clients      **For  Custom  and  Multi-Client  Projects  

ACCOUNTING  USE  ONLY:  Entered  on  current  project  list  □ 
RES  2.,  A  6^3  lofl  Confidential  /  Proprietary  to  \^P^ 


